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Sound merchandise values and 
intelligent salesmanship are essential 
elements in the operations of a 
Gamble store. 
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America today 


life in America today presents an inspiring 
picture. Seldom, in the history of these United 
States, has the vigor and vitality of the Amer¬ 
ican free enterprise system been more in evi¬ 
dence. 

Consider for a moment, some of the basic 
facts about our national economy. Business 
activity in this country today is at an all-time 
high. Over sixty million of our people are at 
work, leaving unemployment rolls at a post¬ 
war low. Industrial production, according to 
the Federal Reserve Board, is going ahead at 
the highest rate in thirty years, with the ex¬ 
ception of the war years. And the annual 
income of our people is piling up at the un¬ 
precedented rate of 275 billion dollars a year 
— double that of 1942. 


Yet, despite this high level of productivity 
and income, there is apparent in this country 
today no sign of a return to the “silk shirt 
economy” of the gaudy 1920’s. With more 
money to spend, greater accumulated savings, 
and far greater personal security than our 
people have ever before enjoyed, the Amer¬ 
ican public is exhibiting a new type of eco¬ 
nomic maturity, the keynote of which is 
value . 

To those of us here at Gambles, whose job 
is the mass distribution of merchandise to the 
American public, this value-conscious trend 
is most important. If our analysis is correct, 
the business of retailing during this period 
will be successful to the extent — and only to 
the extent — that it is successful in offering to 
the public quality merchandise at prices that 
are convincingly attractive. 

The American householder is quite willing 
to spend money — sometimes in substantial 
amounts — for what he needs. But he must be 
sure to get his money’s worth out of every 
dollar he spends. 

Here is the great challenge to the Gamble 
organization. It is our responsibility today to 
see that the quality of our merchandise, our 
methods of merchandising, and our price 
structure are in line with the public demand. 
One of the functions of this annual statement 
is to report to our stockholders and employees 
how this responsibility is being fulfilled. 
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Year in Brief 


1952 1951 

Sales.$128,161,552 $126,452,681 

Taxes. 2,593,418 4,014,565 

Earnings. 1,788,540 3,321,022 

Dividends per Common Share . .60 

Inventories. 31,682,965 38,374,964 


60 



DIVISION OF 1952 SALES DOLLAR* 

* (after deducting cost of merchandise and services) 

TOTAL REVENUE 

Sales and other income $130,768,127 
Less: Cost of Merchandise and Services 105,645,192 


Leaving balance of $ 25,122,935 
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Report to Stockholders and Employees 


Two broad aspects of the operations of our 
company during 1952 merit the particular 
attention of all who are interested in the 
company and its success. The more immediate 
of these is the intensification of competition 
in our field of operation which, coupled with 
rising costs, has resulted in reduced profits 
in spite of well-maintained sales volume. Of 
greater importance and constructive value 
from the long-range standpoint are the coun¬ 
termeasures developed by our company to 
meet this situation. Basically these involve the 
entry of our company into a new merchandis¬ 
ing and product distribution plan which, in 
our confident belief, will serve to broaden 
the scope of our activities and will ultimately 
lead to a noteworthy expansion of sales vol¬ 
ume and earnings. Details of this plan are 
outlined in the Sales and Sales Policy section 
of this report. 


Earnings and Taxes 

Net earnings of our company for 1952 
amounted to $1,788,540 or $.60 per common 
share. This compares with net income of 
$3,321,022 or $1.22 per common share for the 
year 1951. For 1952, net earnings before taxes 
amounted to $3,020,586 as compared with 
$5,984,011 for the previous year. Provision 
for Federal, State and Canadian income taxes 
aggregated $1,232,046. This, together with 
local and other taxes, was equal to $1.04 per 
common share compared with $1.61 in 1951. 

Dividends 

Dividends totaling $1,786,505 were paid in 
1952. Preferred stockholders received regu¬ 
lar quarterly dividends at the rate of 5% 
per annum aggregating $291,769. A total of 
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$1,494,736 was paid out in the form of divi¬ 
dends on our common stock. This was equiva¬ 
lent to $.60 per share on the 2,491,226 shares 
of common stock outstanding. The book value 
of our common stock as of December 31, 
1952, was $12.68. 

Sales and Sales Policy 

Consolidated net sales of our organization 
amounted to $128,161,552 during 1952 as 
compared with $126,452,681 during 1951. In 
terms of dollar volume, these figures are satis¬ 
factory, but competitive pricing in some areas 
resulted in reduced gross profit margins dur¬ 
ing the year. 

These competitive influences were felt par¬ 
ticularly in our soft goods division where mer¬ 
chandise moved slowly and profit margins 


were sharply reduced. It is gratifying to note, 
however, that this was offset to some degree 
by a strengthening of our hard goods sales. 
These traditional lines, on which the Gamble 
reputation was built, were in total sales vol¬ 
ume, 2 . 2 % ahead of the previous year. 

The most vital new development in our 
sales policy during 1952 was the establish¬ 
ment of a new merchandising and distributing 
concept which we believe offers great promise 
for the future. It is our conviction, based on 
the experience of 1951 and 1952, that the 
American buying public has become increas¬ 
ingly “value conscious”. There is no lack of 
buying power in the country today, as is evi¬ 
denced from current employment, income, 
and savings statistics, but it is apparent that 
buying psychology is being influenced more 
and more by intrinsic values. This has led us 
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to explore methods through which merchan¬ 
dise, particularly in the higher unit-cost 
brackets, can be brought to the consumer at 
minimum distribution cost. 

During the past several years, we have been 
highly successful in stimulating sales through 
single item promotions such as dinette sets, 
platform rockers, and automobile tires. This 
new merchandising plan is, to some extent, an 
extension of that technique. We are now in 
process of establishing a type of mail order or 
direct ship merchandising wherein demon¬ 
stration models of items such as refrigerators, 
power lawn mowers, gas and electric ranges, 
and kitchen step-stools are available for in¬ 
spection by our customers at our regular re¬ 
tail outlets as well as at a number of demon¬ 


stration points in other communities. No addi¬ 
tional stock of these mail order items is carried 
at these sales points. Orders for this merchan¬ 
dise are placed on the spot, but deliveries are 
made direct to the consumer from manufac¬ 
turing sources or from our own warehouses. 
The purchaser will then pay the shipping 
charges and installation costs. 

The advantages of this type of merchan¬ 
dising are many. Distribution expenses are 
reduced. Costs of carrying retail inventory, 
including floor space, financing, and merchan¬ 
dise handling charges are minimized. Greater 
flexibility of operation and control over buy¬ 
ing and sales promotion is achieved. In effect, 
this merchandising method will enable our 
company to offer to our customers a selection 
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Gambles annual Toy and Gift 
Show affords an opportunity 
for store executives to 
inspect merchandise and 
place orders. 


Sales training of store personnel 
is greatly facilitated by 
weekly sales meetings held 
regularly in both Gamble 
company-owned and authorized 
dealer stores. 
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of items to meet basic home needs at the low¬ 
est day-to-day retail prices in the United 
States for merchandise of comparable quality. 

The effects of this new merchandising plan 
will become evident this year. During 1952, 
details of the plan were developed, including 
merchandise procurement, necessary promo¬ 
tional literature and store displays. The plan 
is currently going into full operation. We look 
forward to increased sales as a result of this 
new “factory to customer” technique. 

Of particular interest was the progress made 
by our Canadian subsidiary, Macleod’s Lim¬ 
ited. With a 25% increase in capital employed 
in this phase of our business (derived from 
retained earnings), Macleod’s, in 1952, in¬ 
creased total sales volume by some 17% and 
net earnings by some 25%. 

The future of our Canadian operation ap¬ 
pears to be unusually bright. Business activity 
across the border is at an all-time high, and a 
large amount of new venture capital is being 
invested in mining, oil and other important 
industries which should give greatly increased 
strength to the Canadian economy. 

As indicated in a later section of this report, 
every effort is being made by our company to 
broaden our Canadian subsidiary, both from 
the standpoint of outlets and of merchandise 
handling, in order to take full advantage of 
the present expanding opportunity. 

Of great importance to our sales effort was 
the completion, during 1952, of our plan for 
the establishment of a regional operating sys¬ 
tem. Assisted by a nationally known firm of 
business engineers, the final step in this pro¬ 
gram, initiated five years ago, was taken with 
the regionalization of our western division, 
the last section of our sales territory to be in¬ 
tegrated into the system. 

The basic purpose of this regional operating 
program has been twofold; first, a centraliza¬ 
tion of purchasing and overall merchandising 


policy; second, a localization of actual sales 
responsibility closely geared to local condi¬ 
tions such as climate, styling, living conditions 
and other needs of local distributors, both for 
company-owned and authorized dealer stores. 

Under the regional system as now consti¬ 
tuted, our regional operations are admin¬ 
istered by able field executives of proven 
ability whose task it is to direct our local 
personnel and to establish a closer working 
alliance between our branch management, 
our dealer organization, and our customers. 
Our home office personnel, on the other hand, 
now consists of specialists in buying, pricing, 
warehousing, finance, distribution, advertis¬ 
ing, store display, sales promotion and other 
functions. The completion of regionalization 
should result in increased buying efficiency, 
lower administrative costs, and more effective 
procedures and practices. Savings achieved 
in this way will serve to offset in some meas¬ 
ure the rising costs of doing business. 

Inventories, Warehouses 
and Distribution 

As of December 31, 1952, total company in¬ 
ventories of merchandise aggregated $31,- 
682,965 as compared with $38,374,964 at 
the close of the previous year — a result of 
planned inventory reductions during the 
course of the year. Merchandise on order as 
of December 31, amounted to $21,467,000. 
Lead time (i.e., the interval between the 
placement of an order and the receipt of 
goods from the manufacturer) was normal 
during 1952 and promises to remain so dur¬ 
ing the forthcoming year. New and improved 
stock control methods were introduced dur¬ 
ing the year both in our warehouses and in 
our branch stores. 

Some of our merchandise inventory is 
carried on our behalf by manufacturers, but 
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by far the greater proportion is carried in our 
own warehouses which form the hubs of our 
distribution system. Our warehouses are situ¬ 
ated geographically to supply merchandise to 
our company-owned and authorized dealer 
stores with economy, speed and efficiency. 

As reported in our 1951 annual report, our 
Cold water, Michigan warehouse was com¬ 
pleted and occupied in February, 1952. The 
operations of this warehouse have been satis¬ 
factory, and service to our company-owned 
and authorized dealer stores in that area has 
been substantially improved. In 1951, like¬ 
wise, our Canadian subsidiary, Macleod’s 
Limited, started construction of a new ware¬ 
house in Winnipeg, Manitoba. This structure 
was completed and shipments were started 
in July, 1952. Lack of adequate warehouse 
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facilities in Winnipeg has, up to this time, 
delayed Macleod company-owned and dealer 
store expansion. The new Winnipeg ware¬ 
house will not only help to improve service 
to our established outlets in that area, but will 
assist us in our expansion program. 

On September 6, 1952, our company suf¬ 
fered a grievous loss through the destruction 
by fire of our warehouse, built in 1951, at 
Monmouth, Illinois. The fire caused total de¬ 
struction of the building and its contents, 
although fortunately all vital records were 
saved. Even though the company carried in¬ 
surance on the building and contents, the 
disaster affected our expansion program in the 
area both with respect to company-owned 
and authorized dealer outlets. Service to 
established stores in the area was not inter- 








Advertising 
prepared by the 
Gamble advertis¬ 
ing department 
plays an importan 
part in the 
company s pro¬ 
motional efforts. 


The Company and its Subsidiaries Distribute at Retail and Wholesale .. . 


HARD LINES 


TRADE NAMES 


Auto Accessories 
Tires and Tubes 
Batteries 
Lubricants 

Auto Electrical Supplies 
Motor Parts 

Chassis, Body and Drive Parts 

Radio and Television Receivers 

Refrigerators 

Washers and Ironers 

Stoves and Heaters 

Small Appliances 

Service Repair Parts 

Furniture and Floor Coverings 

Tools and Hardware 

Lawn and Garden Equipment 

Sporting Goods 

Wheel Goods and Parts 

Fishing Supplies 

Toys and Games 

Electrical Supplies 

Housewares 

Crockery and Glassware 


Paints, Varnishes and Supplies 
Building Materials and Insulation 
Plumbing and Heating Supplies 
Farm Supplies 
Store Fixtures 


SOFT LINES 

Coats and Suits 

Street Dresses 

House Dresses 

Feminine Sportswear 

Infants* and Juveniles* Clothing 

Girls* Clothing 

Feminine Accessories 

Lingerie 

Hosiery 

Draperies 

Notions and Piece Goods 
Bedding and Linen 

Men*s and Boys* Clothing and Furnishing; 

Work Clothing 

Shoes 


Hard Lines 

artisan — Tools and Lawn and 
Garden Equipment 
expert — Tools and Lawn and 
Garden Equipment 

coronado — Appliances, Radio and Television 
crest — Tires, Tubes 
farmcrest — Farm Equipment 
11addon hall — Furniture and Floor Covering 
hiawatha — Sporting Goods, Bicycles and 
Fishing Tackle 

homecuard — Paint, Insulation and 
Building Supplies 
lady Helen — Housewares 
varcon — Auto Accessories and Supplies 

Soft Lines 

red hammer — Men's Work Clothing 
scott craic — Men*s Clothing and Furnishings 
solita — Women's Sport Shoes 
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rupted, however. The fire occurred at 6:30 
on a Saturday morning. By the following 
Monday afternoon, trucks laden with mer¬ 
chandise ordered by stores in that area were 
already rolling out of our other warehouses. 
We are proud of the manner in which our per¬ 
sonnel redoubled their efforts in order to meet 
this emergency. 

Shortly after the fire, negotiations were 
concluded for the rebuilding of the Mon¬ 
mouth warehouse, and this work is now well 
on the way. Our regional offices, formerly 
located in the warehouse, have temporarily 
been set up in the Monmouth Armory. 

One of the most important factors in the 


success of our operations is that of shipping. 
Rapid, regular and economical trans-ship¬ 
ment of merchandise from our suppliers to 
our warehouses and from our warehouses to 
stores is the life blood of our merchandising 
system. Commercial truck lines and the net¬ 
work of railroads in our territory have carried 
their share of this responsibility. In the course 
of the year, however, Gamble trucks traveled 
over five million miles, burned hundreds of 
thousands of gallons of fuel, and moved more 
than 125,000,000 pounds of merchandise. 
Scientific control of our shipping facilities is 
essential to keep shipping costs at a minimum, 
to avoid deadhead truck runs, and to assure 



Gamble's 
0 Macleod's 
■ Macleod's Affiliate 

















Entrance to the new Macleod’s warehouse in Winnipeg, completed in 1952. 


our company-owned and authorized dealer 
stores of adequate merchandise without the 
necessity of carrying excessive inventories. 
Constant attention is being given to this ac¬ 
tivity which, we believe, is being handled 
with success. 

Company-Owned and 
Authorized Dealer Stores 

The company now distributes merchandise 
through 2,572 outlets of which 486 are com¬ 
pany-owned and operated and 2,086 are au¬ 
thorized dealer stores. This compares with 
486 company-owned stores and 2,032 author¬ 


ized dealer stores or a total of 2,518 outlets, 
in operation during 1951. 

Constant thought and effort is being di¬ 
rected toward maintaining up-to-date and 
attractive stores. During the past year, 115 
of our own stores were remodeled or enlarged. 
As a part of this remodeling program, we have 
continued to install the new improved Gamble 
store front sign which is helping to establish 
a more uniform appearance to all of our store 
fronts. This program is well on its way toward 
completion. Of the company’s authorized 
dealers, 133 enlarged or remodeled their 
stores and others made substantial exterior 
improvements. 
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Our Display and Fixture Department was 
successful during the past year in developing 
improved types of interior store display fix¬ 
tures. These new fixtures were first installed 
in several test stores,where increased sales re¬ 
sulted. They are being gradually installed in 
company-owned Gamble stores and more than 
300 installations of the new fixtures were 
made by authorized Gamble dealers during 
the past year. 

One of the home office functions under our 
regional sales and distribution system is to 
provide all Gamble outlets with a constant 
flow of promotional literature, advertising 
mats, special display cards, streamers and 
other aids. This material gives emphasis and 
coordination to our basic sales program fea¬ 
turing dependable products, low prices, 
greater values, broader selection and friendly 
service. The work of our Advertising Depart¬ 
ment exemplifies the advantages to be gained 


through the centralization of such basic func¬ 
tions as affect our whole organization. 

An additional service for our authorized 
dealers has been developed during the past 
year, namely that of handling problems of 
budgeting, accounting and related bookkeep¬ 
ing. A nominal fee is charged for this service, 
and more than 200 of our dealers have availed 
themselves of it. 

During the past year, a new program of 
sales training for Gamble authorized dealer 
store personnel was initiated. Under this pro¬ 
gram, training centers have been established 
in each of our sales regions and all managers 
of new dealer stores are required to take 
training courses in our sales techniques, sales 
policies and merchandising methods before 
they use the Gamble name and enjoy the 
benefits of our authorized dealer plan. 

Our program of sales training for our own 
store personnel continues to be effective. Dur- 
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ing* 1952, 51 men were graduated from our 
Store Management Training Centers. These 
graduates were given immediate opportuni¬ 
ties to become store managers or assistant 
managers in our retail establishments. Sixty- 
six men are currently being trained in these 
Centers and a majority of these will be avail¬ 
able for managerial service during 1953. As a 
supplement to our educational program, 
Elmer Wheeler, noted salesman, author and 
lecturer, was retained by the company to con¬ 
duct sales training clinics. Sales techniques 
introduced by Mr. Wheeler and his staff have 
been enthusiastically received by our person¬ 
nel and should help us in our efforts to in¬ 
crease sales. 

Our established program of weekly store 
sales meetings was conducted as usual this 
year and again proved its value in stimulating 
sales efforts on the part of both company and 
dealer store organizations. New types of com¬ 


munication with store personnel have been 
developed during the year to supplement 
these store sales meetings. Our general mer¬ 
chandise shows for store managers and deal¬ 
ers held last year at all of our warehouse 
points, were extremely successful both from 
an educational and from a sales standpoint. 
In addition, specialty shows, such as our Gift 
and Toy Show, were also held at warehouse 
points and were well attended. 

Products 

Further progress in the improvement and ex¬ 
pansion of our merchandise line marked the 
year just past. Our new line of oil, rubber- 
base, flat wall paints, manufactured by our 
subsidiary, Solar Corporation, was placed on 
the market during the year as an addition to 
our Homeguard line of paints, varnishes and 
wallpapers. It has sold in good volume. Over 


The installations here shown are typical of 
the new improved store fronts that are helping 
to establish a more unified appearance in all 
company-owned and authorized dealer stores. 
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one thousand new items have been added to 
our lines of batteries, automotive accessories, 
housewares, hardware appliances and other 
hardline departments. Our line of sporting 
goods has been substantially enlarged and all 
of this should result in additional sales vol¬ 
ume during the forthcoming year. 

Special attention is being given on a con¬ 
tinuing basis to the design and quality con¬ 
trol of those lines which are merchandised 
under our own brand names. These include 
“Coronado” household appliances; “Hia¬ 
watha” sporting goods; “Varcon” automotive 
accessories; “Crest” automobile tires and 
tubes; “Homeguard” paints, varnishes and 
wallpapers; “Artisan” and “Expert” hardware 
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and garden supplies; “Haddon Hall” furni¬ 
ture; “Lady Helen” housewares; and “Farm- 
crest” farm equipment. 

Because the volume of our purchases of in¬ 
dividual items has been of such substantial 
proportions, it has been possible for us in 
many cases, to arrange with suppliers to fur¬ 
nish us with products designed and con¬ 
structed according to our own specifications. 
This “specification buying” has required close 
teamwork on the part of our merchandise ex¬ 
perts, our designers, our engineering depart¬ 
ment and our individual suppliers. The result 
has been the development of many items 
which are not only attractive and functional, 
but which can be manufactured and sold at 









prices that are sharply competitive. A sub¬ 
stantial number of the products sold under 
our own trade names, such as bicycles, re¬ 
frigerators, home freezers and radios, have 
been designed and engineered by our own 
organization. These are constructed in accord¬ 
ance with rigid specifications established by 
our purchasing department, which result in 
maximum functional utility compatible with 
economical production. Specification buying 
is becoming of increasing importance as one 
of our major purchasing policies. 





Solar Corporation 

Our manufacturing affiliate, Solar Corpora¬ 
tion, has continued to expand its production 
facilities during the past year. Sales are made 
not only to Gamble-Skogmo, Inc., but to 
independent distributors and to the United 
States Government. 

In order to concentrate on its main manu¬ 
facturing functions, Solar Corporation, during 
1952, sold its small factory in Fergus Falls, 
Minnesota, which has in the past manufac- 
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tured and supplied insulation to a portion of 
our sales territory. 

As reported last year, Solar Corporation 
constructed a new paint and varnish factory 
at Cudahy, Wisconsin. This factory, which 
will be in full production during 1953, will 
permit increased production of Homeguard 
paints and varnishes, an important line carried 
by Gamble company-owned and authorized 
dealer stores. Completion of these facilities 
will likewise make available much needed 
space for increased battery production in the 
Solar Milwaukee plant. 

Batteries produced at the Solar Los An¬ 
geles, Milwaukee and Ogden plants for 
trucks, tractors, automobiles, etc., are sold by 
nationally-known distributors as well as by 
the Gamble organization. 

Solar’s new models of automatic and con¬ 
ventional washing machines manufactured at 


the company’s Beam plant at Webster City, 
Iowa, are meeting with increased acceptance. 
These machines are sold through Gamble 
stores and authorized dealer stores as a part 
of our well-known “Coronado” line of appli¬ 
ances. In addition, a number of nationally- 
known washing machine manufacturers have 
been licensed to use, on a royalty basis, cer¬ 
tain patented elements developed in the Beam 
plant. 

Solar Corporation’s research and develop¬ 
ment program has been successful during the 
past few years in creating a number of new 
products that have proved highly saleable. 
Now in process of development in the Solar 
laboratories is a new line of silicone base 
paints that is expected to find a ready market. 
Silicone paints are easy to apply, longer wear¬ 
ing and washable. The new line will soon be 
ready for distribution. 


Pilot plant installation used in the 
paint research laboratory of the 
Solar Corporation. 



New and improved interior store 
display fixtures have proved 
their effectiveness in stimulating 
store sales. 
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Defense Contracts 

During 1952, approximately 13% of Solar Cor¬ 
poration production was devoted to defense 
contracts. Various precision instruments are 
being manufactured in the Solar washing 
machine plant at Webster City and batteries 
for naval and other military use are being 
manufactured at Milwaukee. As of December 
31, 1952, the Corporation’s backlog of de¬ 
fense orders was approximately $1,300,000. 
Additional defense contracts now under nego¬ 
tiation are expected to increase this backlog 
in the near future. 

Litigation 

On June 11,1952, the Federal Trade Commis¬ 
sion issued a Cease and Desist Order against 


the company and some of its officers in the 
proceedings which had been pending before 
the Commission since July, 1948. Involved 
are certain trade practices relating to whole¬ 
sale sales to dealers. Believing the order to be 
erroneous, a petition to review the order has 
been filed in the U. S. Court of Appeals where 
the matter is expected to be heard at the May, 
1953 term. 

There was no change during 1952 in the 
status of the civil and criminal anti-trust pro¬ 
ceedings against the company and numerous 
other corporations and individuals, in the 
United States District Court at Kansas City, 
Missouri, involving the disposal of junked 
batteries. 

In any event, the financial liability, if any, 
in all of these matters would be negligible. 
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Here pigments and vehicles are ground and mixed in Solar Corporations 
new paint and varnish manufacturing plant at Cudahy, Wisconsin. 






Executive Personnel 

Several changes in our executive personnel 
have taken place during the past year. Walter 
J. Dreves, Vice President and Controller of the 
company, was elected a director at the 1952 
annual meeting of stockholders. Mr. Dreves 
joined Gamble’s executive staff in 1947. On 
April 10, 1952, Burt M. Helgoe, Regional 
Director, was elected a Vice President of the 
company. Mr. Helgoe, who has been in charge 
of the company’s regional operations since 
1950, joined the company in 1932. At the first 
meeting of the Board of Directors in 1953, 
Herman C. Price and Leslie F. Crews were 
elected Vice Presidents of the company. Both 
of these men have been working with us dur¬ 


ing 1952 on a consulting basis. Mr. Price, who 
had over fifteen years of experience with a 
national merchandising organization as head 
of their appliance and home furnishing divi¬ 
sion and who was for nine years Vice Presi¬ 
dent and Director of Kalamazoo Stove Com¬ 
pany, will be Vice President in charge of 
merchandise research. Mr. Crews started his 
merchandising career with Marshall Field and 
Company of Chicago. He spent twenty-one 
years in executive positions, as Controller, 
Vice President and Director of Research with 
a large retail and mail order firm, and for the 
past three years headed his own firm of 
management and marketing consultants. Mr. 
Crews will be Vice President and Consultant 
to the President. In July, 1952, K. N. Hetland 
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was elected to the post of Assistant Control¬ 
ler. Mr. Hetland joined the company in 1929. 

Suppliers and Employees 

It is obvious that in a merchandising organi¬ 
zation such as ours, covering a vast territory 
and handling thousands of different merchan¬ 
dise items, our success is very largely depend¬ 
ent upon the loyalty and cooperation of our 
suppliers and our employees. We wish to take 
this occasion to pay a special tribute to both 
of these groups. 

More than 650 of our suppliers have sold 
merchandise to this company for ten years or 
longer. They have come to know our require¬ 
ments and our standards of quality intimately, 
and have cooperated to the full, not only in 
helping to maintain these standards, but to 
meet delivery schedules which have often 
been close and complex. 

On December 31,1952 our organization had 
5,881 employees. In our far flung warehouse, 
store and manufacturing system, many of our 
employees are called upon to exercise unusual 
imagination and initiative in the best interests 
of the company. Obstacles of greater or lesser 
importance are constantly arising. Nothing 
more fully exemplifies the loyalty and co¬ 
operative spirit of our employee group than 
the manner in which these problems are being 
met energetically and effectively as they arise. 
We believe that our company has every rea¬ 
son to congratulate itself on its employee 
group. 


Conclusion 

The year 1952 appears to us to have repre¬ 
sented a period of transition. During that 
period, the American buying public has been 
adjusting itself to a variety of factors includ¬ 
ing higher taxes, the establishment and sta¬ 
bilization of our economy on a new level of 
prices, and the prospect of a continuing semi- 
war political outlook. 

In the field of retail merchandising, too, it 
has been a period of transition resulting from 
these same factors. Like the buying public, 
our company has concentrated during the 
year upon adjusting itself to these new con¬ 
ditions. It is our belief that once again, as in 
the days when this organization was being 
built, we have found ways and means to es¬ 
tablish and maintain our leadership and to 
assure to our stockholders a satisfactory re¬ 
turn upon their invested capital. Our stock¬ 
holders can themselves help to achieve this 
result by trading, whenever possible, with 
Gamble branch stores and dealers. 

We look forward with confidence to the 
year that lies ahead of us. 

PRESIDENT AND CHAIRMAN OF THE BOARD 

March 10,1953 
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Peat, Marwick,Mitchell 6 c Co. 

ACCOUNTANTS AND AUDITORS 
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The Board of Directors 

GAMBLE-SKOGMO, INC.: 

We have examined the consolidated balance sheet of Gamble-Skogmo, Inc. 
and subsidiaries as of December 31, 1952 and the related statements of income and 
surplus for the year then ended. Our examination was made in accordance with 
generally accepted auditing standards, and accordingly included such tests of the 
accounting records and such other auditing procedures as we considered necessary 
in the circumstances. 

In our opinion, the accompanying consolidated balance sheet and statements 
of consolidated income and surplus, together with the notes to the consolidated finan¬ 
cial statements, present fairly the financial position of Gamble-Skogmo, Inc. and sub¬ 
sidiaries at December 31, 1952 and the results of their operations for the year then 
ended, in conformity with generally accepted accounting principles applied on a basis 
consistent with that of the preceding year. 


Minneapolis, Minnesota 
February 26, 1953 


PEAT, MARWICK, MITCHELL & CO. 
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Consolidated Balance Sheet 

WITH COMPARATIVE 


ASSETS 


Current assets: 

Cash in banks and on hand. 

Receivables: 

Customers’ instalment accounts. 

Equity in instalment accounts sold (total amounts sold 
to banks, $17,070,215 and $13,047,981 at respective 

dates). 

Other customers’ accounts. 

Claim in process for book value of property destroyed 

by fire (note 3). 

Miscellaneous, due from suppliers, etc. 

Less allowance for doubtful receivables and estimated 
collection expenses. 

Inventories — at lower of cost or market. 

Prepaid insurance and other expenses. 

Total current assets. 

Investments: 

Common stock of Western Auto Supply Company at cost 
(quoted market value, $8,053,938 and $6,995,625 at 

respective dates). 

Other securities at cost, notes receivable, etc. 

Fixed assets (at cost, less depreciation): 

Land and buildings. 

Furniture, fixtures and equipment.. 

Automotive equipment. 

Machinery and manufacturing equipment. 

Less depreciation. 

Leasehold improvements, less amortization. 

Goodwill. 


1952 

1951 

$ 6,382,935 

$ 5,542,420 

1,249,636 

974,532 

2,035,346 

2,373,566 

1,599,641 

2,438,831 

1,604,549 

1,227,708 

1,316,716 

$ 8,490,805 

$ 6,329,720 

2,049,818 

1,532,657 

$ 6,440,987 
31,682,965 
362,173 

$ 4,797,063 
38,374,964 
412,943 

$44,869,060 

$49,127,390 


$ 7,346,917 

$ 7,346,917 

1,083,528 

923,312 

$ 8,430,445 

$ 8,270,229 

$ 673,121 

$ 1,628,772 

5,814,327 

5,485,239 

236,735 

214,396 

2,333,602 

1,886,495 

$ 9,057,785 

$ 9,214,902 

3,736,145 

3,282,110 

$ 5,321,640 

$ 5,932,792 

1,001,161 

765,941 

$ 6,322,801 

$ 6,698,733 

2 

2 

$59,622,308 

$64,096,354 


See accompanying notes to financial statements. 
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GomMe*5Jl©^mo, c. 

and Subsidiaries 



as of December 31, 1952 


FIGURES FOR 1951 


LIABILITIES 


1952 


Current liabilities: 

Notes payable to banks.$ _ 

Current instalment of long-term debt. 675,000 

Trade accounts payable. 6,612,036 

Other accounts payable and accrued expenses. 3,485,734 

Provision for taxes on income. 1,122,046 

Total current liabilities.$11,894,816 


Long-term debt: 

35»% note payable maturing in annual instalments of 
$675,000 on each February 1 through 1967 and the re¬ 
mainder on December 1, 1967 . 

Less instalment included in current liabilities. 


1951 

$ 3,750,000 
675,000 
4,740,584 
4,005,316 
2,524,997 
$15,695,897 


$10,975,000 $11,650,000 
675,000 675,000 

$10,300,000 $10,975,000 


Capital stock (note 1): 

Preferred stock of $50 par value per share. Authorized 
150,000 shares; outstanding 116,706 5% cumulative con¬ 
vertible shares. 

Common stock of $5 par value per share. Authorized 
3,500,000 shares (478,495 shares reserved for issuance 
under conversion rights of preferred stock at December 
31, 1952); outstanding 2,491,226 shares. 

Scrip certificates issued for fractional shares of common 
stock.,. 

Total capital stock. 


$ 5,835,300 $ 5,835,300 


12,456,130 12,456,130 


6 


6 


$18,291,436 $18,291,436 


Surplus per accompanying statement (note 2): 

Capital surplus (principally derived from constituent 
companies’earned surplus prior to November 1, 1946) . $15,476,187 $15,476,187 

Earned surplus since November 1, 1946 . 3,659,869 3,657,834 

Total surplus.$19,136,056 $19,134,021 

$59,622,308 $64,096,354 


See accompanying notes to financial statements. 
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GratnWc-Siie^mo; Sac. 

and Subsidiaries 



Consolidated Statement of Income 

YEAR ENDED DECEMBER 31, 1952 
WITH COMPARATIVE FIGURES FOR 1951 


Net sales: 


1952 


1951 

Retail. 

$ 

70,497,724 

$ 

68,115,724 

Wholesale. 


57,663,828 


58,336,957 

Total net sales. 

$128,161,552 

$126,452,681 

Cost of sales, including certain occupancy and buying 





costs. 

101,091,967 


96,882,176 


$ 

27,069,585 

$ 

29,570,505 

Sundry operating income. 


2,606,575 


2,607,732 


$ 

29,676,160 

$ 

32,178,237 

Operating and administrative expanses. 


27,243,344 


26,656,713 

Operating income. 

$ 

2,432,816 

$ 

5,521,524 

Other income: 





Refund of prior years' Federal excess profits taxes and 





interest (net). 

$ 

106,695 

$ 

304,720 

Canadian foreign exchange adjustment. 


88,500 


100,000 

Dividends. 


583,125 


596,500 

Cash discounts on purchases. 


812,132 


871,300 

Profit on sale of fixed assets. 


42,492 


108,109 

Miscellaneous. 


83,584 


59,221 


$ 

1,716,528 

$ 

2,039,850 


$ 

4,149,344 

$ 

7,561,374 

Other charges: 





Interest on long-term debt. 

$ 

358,516 

$ 

380,453 

Interest — other. 


631,049 


573,391 

Provision for employees' profit-sharing (retirement) 





trusts. 


139,193 


623,519 

• 

$ 

1,128,758 

$ 

1,577,363 

Earnings before taxes on income. 

$ 

3,020,586 

$ 

5,984,011 

Provision for taxes on income: 





Federal (no excess profits tax). 

$ 

395,287 

$ 

1,917,142 

State and Canadian. 


836,759 


745,847 


$ 

1,232,046 

$ 

2,662,989 

Net earnings. 

$ 

1,788,540 

$ 

3,321,022 

Depreciation and amortization expense included above . 

$ 

1,088,303 

$ 

1,043,188 


See accompanying notes to financial statements. 
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GamMe'Sle^ttMi 3-nc. 

and Subsidiaries 



Consolidated Statement of Surplus 


YEAR ENDED DECEMBER 31, 1952 


CAPITAL SURPLUS 

Balance at beginning and end of year. 

EARNED SURPLUS 

Balance at beginning of year. 

Net earnings for the year. 


Deduct cash dividends paid: 

Common stock — 60^ per share.$ 1,494,736 

Preferred stock — $2.50 per share. 291,769 

Balance at end of year (note 2). 


$ 15,476,187 


$ 3,657,834 
1,788,54 0 
$ 5,446,374 

1,786,505 
$ 3,659,869 


See accompanying notes to financial statements. 


Notes to Consolidated Financial Statements 

(1) The 5% cumulative preferred stock is convertible prior to July 31, 1958 at the option of the respective 
holders into 4-1/10 shares of common stock for each share of preferred stock and, upon conversion, the excess 
of the par amount of the preferred stock over the par amount of the common stock is credited to capital surplus. 
All or any part of the outstanding preferred stock may be redeemed at the option of the company at the follow¬ 
ing prices, plus in each instance accrued and unpaid dividends thereon: $51.50 per share prior to July 31, 1954, 
with successive reductions of 50< per share on July 31, 1954 and each second July 31 thereafter to $50 per share 
on and after July 31, 1958. 

(2) Under the terms of the 31«% long-term note outstanding, certain restrictions are placed upon the dec¬ 
laration of dividends and payments for the acquisition and redemption of the company’s own capital stock. 

(3) Claim in process for book value of property destroyed by fire, $1,604,549, represents the loss, princi¬ 
pally inventories, due to complete destruction of the Monmouth, Illinois warehouse by fire in September, 1952. 
The company believes that the loss will be collected substantially in full under its insurance coverage, but the 
earnings for the year will be adversely affected to the extent, if any, that the loss is not so recovered, less 
applicable reduction in income taxes. 

(4) The net current assets and operations of the Canadian subsidiary are included in the financial state¬ 
ments at the prevailing rate of exchange at December 31, 1952 and the resulting premium of $88,500 is 
included in consolidated income for the current year. 

(5) The approximate minimum annual rentals under 230 leases expiring beyond March 1, 1956 are 
$1,380,000, of which 181 leases with annual rentals of $730,000 expire within five years; 5 leases with annual 
rentals of $190,000 have terms extending beyond twenty years. These amounts exclude maintenance costs, real 
estate taxes, insurance, etc., and increased amounts based on percentages of sales which may be payable in 
some cases. 
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Gam(Ce*S&«^nv&, 3*ui. 

and Subsidiaries 



Significant Comparisons 



1952 

1951 

1950 

Net Sales. 

$128,161,552 

$126,452,681 

$129,739,250 

Income before Income Taxes. 

3,020,586 

5,984,011 

6,850,259 

Provision for Income Taxes. 

1,232,046 

2,662,989 

2,785,122 

Net Earnings (Loss). 

1,788,540 

3,321,022 

4,065,137 

Net Earnings per Common Share. 

.60 

1.22 

1.51 

Dividends Paid. 

1,786,505 

1,786,505 

1,786,567 

Dividends Paid per Common Share .... 

.60 

.60 

.60 

Current Assets. 

44,869,060 

49,127,390 

47,223,786 

Current Liabilities. 

11,894,816 

15,695,897 

13,555,009 

Net Working Capital. 

32,974,244 

33,431,493 

33,668,777 

Current Ratio .. 

3.77 to 1 

3.13 to 1 

3.48 to 1 

Funded Debt . 

10,975,000 

11,650,000 

12,325,000 

Net Worth. 

37,427,492 

37,425,457 

35,890,947 

Book Value per Common Share. 

12.68 

12.68 

12.06 

Inventories. 

31,682,965 

38,374,964 

35,444,330 

Merchandise on Order.. . 

21,467,000 

15,779,000 

31,186,000 

Number of Employees. 

5,881 

5,997 

6,493 

Number of Shareholders. 

7,061 

6,580 

5,022 

Number of Stores. 

486 

486 

517 

Number of Authorized Dealers. 

2,086 

2,032 

2,000 

Number of Warehouses. 

11 

11 

10 
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$122,683,032 

27,550 

314,726 

(287,176) 

(.23) 

1,786,475 

.60 

38,966,057 
7,028,812 
31,937,245 
5.54 to 1 
13,000,000 
33,612,377 
11.15 
30,382,058 
13,251,000 
6,006 
5,090 
527 
1,882 
13 


$151,500,837 

5,970,361 

2,181,795 

3,788,566 

1.47 

2,358,697 

.90 

49,054,796 
14,244,739 
34,810,057 
3.44 to 1 
13,000,000 
35,801,315 
12.03 
40,610,638 
17,815,000 
7,314 
4,839 
536 
1,773 
14 


$144,436,065 

3,487,219 

1,241,661 

2,245,558 

.91 

1,481,693 

.60 

47,250,811 
19,111,933 
28,138,878 
2.45 to 1 
13,000,000 
28,588,897 
11.58 
36,802,615 
28,453,000 
6,931 
3,384 
528 
1,743 
15 
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